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MEMORANDUM 

TO:  JAN  BEKKEVOLD,  SENIOR  MARKET  ANALYST,  RYDER  SYSTEMS 

FROM:  JOHN  MCGANN,  SENIOR  CONSULTANT,  INPUT 

SUBJECT:      REVIEW    OF    EMPHASIS    IN    MARKETING    OF  AUTHORIZATION 
PRODUCTS  BY  TC 


o        Check  Guarantee  Market  TC  states  that  emphasis  in  marketing  is  placed  on 

banks  in  most  areas  although  merchants  hove  priority  in  a  few  geographical 
locations. 

Banks  that  buy  the  service,  sell  it  to  local  merchants.  The  merchant 
might  think  that  the  terimals  at  his  premises  are  connected  to  his  bank. 
Actually,  the  bank,  uses  the  database  at  TC. 

Merchants,  who  buy  the  service  directly  from  TC,  obtain  terminals 
from  TC.  TC  states  that  6000  of  the  20,000  terminals  communicating 
with  the  database  in  Florida  are  TC  terminals.  (Less  than  1/3  of  the 
business  is  directly  with  merchants). 

One  major  bank  holding  company  may  remarket  the  use  of  TC  to  its 
correspondents. 

o         Credit  Card  Authorization/Processing  Market  TC  gives  banks  the  highest 

priority  in  this  market,  although  national  merchants  are  a  close  second  in 
priority.  Other  merchants  are  third. 


TC  does  not  sell  stand  clone  credit  card  authorization  service. 
Processing  service  is  sold  and  where  authorization  is  required,  TC  will 
handle  it. 

90%  of  credit  card  authorizations  are  handled  by  switching  the  request 
to  MasterCard  or  VISA.  TC  does  handle  full  authorization  for  10%  of 
its  total  authorization  volume.  These  are  for  banks  who  want  an 
authorization  service  for  local  card  use.  TC  uses  its  center  in  Florida 
to  handle  this  authorization  work. 


A  major  reason  for  giving  more  emphasis  to  banks  in  contact  programs  is 
related  to  the  strategy  which  TC  has  for  future  products  based  on  "light 
signature"  technology.  These  products,  such  as  stock  transfer  ticket 
authorization,  would  be  sold  to  bonks.  TC  has  obtained  a  contract  covering 
the  1600  stock  transfer  agents. 


CURRENT  PROBLEMS  IN  CHECK  AUTHORIZATION 


TC  is  currently  addressing  problems  that  have  occurred  in  a  group  of  states 
where  authorization  was  based  solely  on  MICR  data  on  checks  and  license 
nunnbers  were  not  used.  Losses  have  resulted  and  TC  must  convince  customers 
to  use  license  numbers  as  well  or  cancel  contracts. 
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PARK  80  PLAZA  WEST-1,  SADDLE  BROOK,  NEW  JERSEY  07662         (201 )  368-9471 

April  9,  1985 


Ms.  Judith  M.  Bielenberg 
Director  of  Corporate  Marketing 
Ryder  Systems  Incorporated 
360  N.W.  82cd  Street 
Miami,  Florida  33166 

Dear  Ms.  Bielenberg: 

INPUT  will  be  pleased  to  provide  service  to  Ryder  Systems  in  support  of  the 
acquisition  planning  program  involving  the  payment  services  industry. 

This  letter  will  serve  as  a  contract  to  cover  the  services  of  INPUT. 

The  scope  of  the  work  is  described  as  follows: 

•  Ryder  would  like  to  know  what  segments  of  the  retail  industry  (stores, 
department  stores,  drug  stores,  hotels  etc.)  should  be  contacted  and  what 
offices  should  be  contacted  to  obtain  information  on  such  items  as: 

The  payment  services  that  are  bought. 

Companies  utilized. 

Other  competitors  recognized. 

What  changes  are  occurring  in  payment  services. 

The  satisfaction  level  and  problems. 

The  ability  to  market  add  on  products  with  payment  services. 

•  What  is  the  range  of  ancillary  services  supporting  the  major  payment  service 
options,  cash,  credit  cord,  debit  card,  checks. 

•  Who  are  the  major  players  in  the  payment  service  industry  and  what  are  the 
characteristics  (particularly  the  ones  which  they  emphasize)  that  support  their 
payment  services  business  (detailed  information  is  desired).  This  issue  should 
address  what  is  happening  with  the  development  of  services  by  Sears  and  JC 
Penney. 

•  Are  payment  services  a  good  entree  for  the  sale  of  other  IS  products  in  the 
retail  vertical  market? 


Durinc  the  next  2  weeks  INPUT  will  provide  oeriodic  support  to  your  activity  in 
reiatior,  to  there  issues  bv  consu'tinc  reseorcri  material  in  our  files  and  mokinc  calis 
to  selected  industry  contacts.  Informotion  whicr.  is  oathered  will  be  discussec  bv 
teleohone  with  Jan  Bekkevold  and  i>05Glbi'!'.  ovi  down  on  pooer  in  c  memo^  C(5 


The  fee  for  this  support  will  b^$4,000  plus  out  of  pocket  expenses  for  phone  calls 
which  will  be  less  than  $200^0.  The — fee  will  bm  pu/uble, — of»e— week—ofler 
outhori7ntiQQ;_^ 

Please  sign  the  authorization  form  below  to  indicate  your  agreement. 
Sincerely, 


A.  McGann 
Senior  Consultant 
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